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Typical Landscape Treatment 
Belle Village, South Bend, Indiana, Colpaert Realty Corporation, William A. Dean, Landscape Architect 


EDITORIAL COMMENT: No dwelling in America can be 
considered a home unless it is enhanced with trees, flower- 
ing shrubs, and well kept lawn. The landscaping is the 
one item of residential development which improves in 
appearance and value with the years. All too frequently 
it is neglected by the home builder. 

The editors believe that the builder, broker, and mort- 
gage banker, faced today with a more discriminating buy- 
ing public, should find much of value and interest in the 


If reproduced in whole or in part, 


credit must be given 


following article prepared for UrBAN LAND by William A. 
Dean, Landscape Architect of Chicago, Illinois. 

Mr. Dean has had wide experience in city planning, the 
development of residential subdivisions, and in many types 
cf landscape design and construction work. He is a grad- 
uate of the University of Illinois in landscape architecture 
and city planning. He with the office of Harland 
Bartholomew and was from 1938 to 1943 Land Planning 
Consultant for the Federal Housing Administration. 

(Continued on Page 3) 
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Trees—A Growing Asset 








Every old time developer or lot salesman knows that good tree growth is a 
valuable sales feature. They realize that many times a fine tree will boost the 
sales price of a lot by hundreds of dollars. 


The signs all point to the ravid return of a competitive market in which 
more than a preferred place on the waiting list must be offered the prospective 
home buyer. 


In this issue of URBAN LAND we are pleased to present an article by William 
A. Dean outlining the manner in which some progressive operators are creating 
not only sales appeal, but a much better community through the encouragement 
of a well-coordinated program of landscaping in which the new 
take a major part. 


home owners 


The expense of an adequate planting job wil! differ with climatic and soil 
conditions, for a “five gallon” tree in California may in a few years compare in 
in Illinois. The fact remains, however, that, 
dollar for dollar, the money spent in putting the final finish on a property with 
This is 
particularly true in a large-scale tract which takes several years to complete. 
Homes a year or two old with muddy, bare yards make a sorry looking develop- 
ment and can discourage many a prospect. Pride of ownership as evidenced by 
attractively landscaped homes is the best advertisement a salesman could ask for. 


size with a four-inch diéimeter tree 


suitable landscaping is one of the cheapest ways to create sales appeal. 


During the 20’s many developers made a point of planting some fine variety 
of flowering tree along their streets. The magnolias on Oxford Street in Roches- 
ter, New York,-and the Japanese cherry in Kenwood, a suburb of Washington, 
D. C., are good examples of this. People come from miles around to see them 
at blooming time. Such treatment not only creates buyers, but is an asset to 
the entire community. 


Carefully selected street trees of generous size which will provide welcome 
shade during the hct summer should be included in every project. They are 
particularly needed in production jcbs where the trees will effectively 
break up repetitious roof lines and the plain box-like exteriors of most low-cost 
homes. The money spent in one full page advertisement might bring much better 
returns if expended in such practical beautification. 


mass 


One of the best ways to help the looks of a development and stimulate pride 
of ownership is through the encouragement of garden clubs and of contests in 
which the developer gives awards for the best looking yard or garden. An ac- 
tivity of this kind brings a tremendous return for the time and money spent by 
the builder as photographs and articles about the winners always appear in the 
local papers, and community spirit is created, which money alone could not buy. 


Danger of vandalism and destruction of tree gre 


wth by childr which is 


often a hazard, can usually be taken care of by 
psychology. This is well illustrated in the experience at Midwest City, Okla- 
homa, the fine new town developed during and since the war by William P. 
Atkinson. Trees were being broken and flowering shrubs destroyed. The de- 
velopers finally went to the principals of the local schools and suggested that a 
special Arbor Day program be set up. Several new streets were ready for tree 
planting, and instead of the developer doing it with his own crew, the trees were 
turned over to the school where they were distributed to the various classes. 
On Arbor Day, after a brief talk on the care of trees and their benefit to man- 
kind, a parade was formed with the school band leading, and each class planted 
its trees on a particular street. Destruction of tree growth stopped immediately, 
and tremendous interest was soon created in the beautification of Midwest City 
and in the preservation of the trees and streets, not only by the children, but by 
their parents as well. 


patience and a bit of sound 


In making these recommendations, which will undoubtedly cost some money, 
we realize fully that a major problem facing the home builder today is how to 
bring costs down. However, it is just as necessary to present the merchandise 
in an attractive manner and to provide the maximum value for each dollar ex- 
pended. Suitable landscaping will accomplish this to a surprising degree. Don’t 
overlook it in your development plans. S.H.M. 
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TRENDS IN MUNICIPAL PAYROLL 
AND INCOME TAX 


Eighty-five taxing units, principally 
cities and school districts, now receive 
revenues from local payroll or income 
taxes, according to the Municipal Fi- 
nance Officers’ Association. Of these, 
82 levied the tax in 1948 for the first 


time. 
The bulk of this increase was in 
Pennsylvania where the Philadelphia 


payroll tax has been in effect since 1942 
and produced over 31 million dollars in 
1948. 

St. Louis now has legislation legal- 
izing a municipal income tax which is 
expected to produce 2.5 million in the 
first four months of operation. Colum- 
Dayton, Springfield, Toledo, 
Youngstown, Ohio, now collect a tax. 
Louisville has recently adopted a so- 
called “occupational license tax” which 


bus, and 


is in effect a 1 per cent income tax, 
estimated to yield about 4.6 million 
collars a year. The State Supreme 


Court has recently upheld the tax as a 
license fee measured by income rather 
than an income tax as such. 


ERRATUM 
The title of the Plan-itorial in the 
March issue of URBAN LaNp should 


have read “S-1070” instead of “*S-1074”. 
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Good Landscaping Benefits Builder, Banker and Buyer 


Most community developers are ex- 
tremely concerned with the final ap- 
pearance of their projects and take a 
sereat deal of pride in a finished com- 
munity built by their efforts; but, by 
the same token, none are in the build- 
ing business just to erect monumental 
communities to themselves. Lending 
institutions are also concerned because 
of their long term investments in mort- 
gages from the standpoint of neighbor- 
hood stability and also because of their 
short term construction loans, from a 
sales standpoint. Professional men 
perhaps have a greater personal inter- 
est in appearance, but are concerned 
business-wise because of reflections 
unen their work. Landscape treatment 
is no different than any other operation 
in community development from a 
financial point of view; however, in 
many ways it can contribute greatly 
toward satisfying a personal pride of 
achievement. 


Objectives 


Landscape treatment to be “proper” 
must accomplish certain objectives 
while remaining in financial balance 
with the sales package. This treatment, 
in good taste, must assist in merchan- 
dising and add sales appeal to the 
whole development as well as to the 
individual house. It must help to estab- 
iish a new community which will re- 
flect favorably in future sales, either in 
the remaining sections of a large project, 
or in new projects started by the same 
developer; prove functional as well as 
beautiful; prove satisfactory to the pur- 
chaser; and contribute toward welding 
é€ community spirit through pride of 
ownership. These principles apply to 
rental housing projects as well as sub- 
Givision dvelopments. 

Initially, the provision for any land- 
scaping at all is directed toward mer- 
chandising. The planting of street 
trees, base planting, and lawn areas is, 
in a sense, the wrapping of the sales 
package. The extent to which it is car- 
ried depends upon local market de- 
mands and general market conditions. 
Now that the so-called “buyer’s mar- 
ket” is back, proper landscaping will 
become increasingly more important. 
It is already evident that purchasers 
are expecting the package to be 
wrapped in cellophane rather than in 
old brown paper. There are areas 
where practice over a long period has 
established sufficient precedent so that 
rather extensive plantings, and, in some 
instances, complete sodding, are the 
rule and taken for granted. These con- 
ditions are, unfortunately, not as fre- 
quently found as the other extreme of 
broviding little or nothing in the way 


of plant material. In any event, the 
treatment of the individual house and 
the entire subdivisions will require 
more than just enough landscaping as 
competitive selling becomes more pro- 
nounced. 

A wooded lot, and better still a 
wooded subdivision, sells before bare 
property despite premium prices. While 
it is impossible to economically dupli- 
cate natural woods, or plant very large 
trees, an extra return can be expected 
through the planting of more than a 
minimum amount of material. This re- 
turn comes about by the quicker sale 
of the house and a premium price 
which can be reflected in the package 
price of a lower cost home or in greatly 
increased values for vacant lots in sub- 
divisions where homes are custom 
built. Generally speaking, the percent- 
age of landscape expenditures should 
‘ncrease with an increase in the pack- 
age cost. 


Demonstration Home 


gain directly bearing upon sales, is 
the appeal built up by a show of com- 
pleted sections of a subdivision properly 
landscaped. To those optimists in the 
business of community development, it 
may be somewhat hard to imagine the 
truly discouraging appearance of a 
project under construction to a pros- 
pective purchaser. The impossible jum- 
ble of buildings, equipment, mud, dust, 
and general confusion can only be 
overcome by an example of accom- 
plishment. This is particularly true 
when sales are made ahead of comple- 
tions. The average man apparently has 
trouble disassociating construction op- 
erations from temporary army camps. 
Somewhere along the line he needs to 
be shown how his future house will ap- 
pear after it is completed. A similar 
house on a quiet street with trees and 
shrubs planted and the lawn installed, 
takes on a personality and setting he 
can buy. He knows what his place will 
look like and he is assured that in time 
he will find his own street completed as 
satisfactorily. Of course, if he can be 
shown an older and well established 
similar neighborhood, so much the bet- 
ter. Planting the model house to start 
a project is the initial step, and finish- 
ing off a street as quickly as possible is 
recommended in any development. 
Beyond these first objectives, and ac- 
tually more important to the purchaser, 
is the stability and charm secured over 
a longer period through proper land- 
scape treatment. Nothing contributes 
more toward the physical stability of 
a community than big, permanent look- 
ing trees which have grown with the 
first kids in the neighborhood. Nor 


can anything compete with the charm 
ot an old lilac bush or wisteria vine 
enjoyed by a quite ordinary thirty-year 
old house. It must be remembered 
that the only part of a home which in- 
creases naturally in value, aside from 
antiques, with old age, is the plant ma- 
terial. The purchase of a home is the 
major investment the average family 
makes. There is a degree of moral ob- 
ligation to start a home off well. While 
most expect to remain in their homes, 
resale of the house at a future date 
should be considered and values can be 
enhanced by planting as it grows older. 
Mortgage houses also feel this particu- 
larly important. A few dollars spent 
carly on the right plant material placed 
in the right location will repay many 
times the original investment. Proper 
landscaping becomes a kind of insur- 
ance against a property’s excessive old 
age depreciation. Establishing 
munities also establishes community 
builders. 


com- 


Functional Aspects 


In addition to serving as a beauty 
treatment, planting can be functional in 
many ways. Well planted entrances to 
a subdivision not only help in appear- 
ance, but also identify the development 
for both the developer and the home 
cwner in directing prospects or friends 
to the project. Railroads can be 
screened from sight by planting and 
noises considerably reduced. Other ob- 
jectionable views can be planted out. 
These treatments apply to the subdi- 
vision as a whole; however, proper 
landscape treatment should _ include 
prevision for privacy and shade for 
the individual houses. The _ picture 
window and larger glass areas now 
used, expose the rooms of a home in all 
directions. Until the time comes when 
fenestration designed to provide maxi- 
mum privacy is accepted, the only way 
to achieve some degree of protection is 
through the use of screen plantings o1 
cecorative screen fences. Soon after a 
house is occupied, the new owner real- 
izes he may be living in a gold fish 
bowl, open to his neighbor’s views and 
also subject to the sun’s unwelcome 
glare and heat. Where the houses are 
designed with living rooms facing a 
rear outdoor living and garden area, 
protective screen planting around the 
entire rear yard becomes as important 
as blinds on the windows. 

Whatever is done must satisfy the 
customer. Skilful planning is needed 
if complaints on landscape items are to 
ke avoided. Making adjustments costs 
money. The purchaser should be ad- 
vised just what his package includes. 
He should be well informed regarding 
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guarantee of plant material and the 
division of responsibility between him- 
self and the builder. Maintenance of 
screen plantings, when located on a lot. 
sheuld be left to the home owner. 
Should there be restrictive covenants 
or local ordinances prohibiting certain 
types of trees, he should be informed. 
Covenants restricting types and 
tions of fencing should be made 
to him. In short, most complaints are 
the result of lack of adequate informa- 
tion and clear understanding on the 
part of the purchaser. Obviously, what- 
ever landscaping is done, must be done 


loca- 
clear 


well, and any assistance extended the 
buyer promotes good customer rela- 


tionship. 


Competitive Spirit and Neighborhood 
Morale 

neighbors 

the 


iInlerest 


When Spring comes along. 
start seeing each other again after 
winter confinement. A 
in grounds maintenance opens the way 
to an exchange of ideas, and advice is 
passed back and forth, though seldom 
followed. Equipment is often borrowed 
and sometimes returned. It is hard to 
ignore a fellow yard worker. A com- 
petitive spirit urges people to get thei 
places in shape before the next fellow. 
Later in the Spring season, the real 
gardening fans take over with their 
flower beds and gardens. Summer finds 
the families enjoying their yards and 
vegetables, and Fall closes with the 
final raking of leaves. All these out- 
coor activities bring neighbors together 


muiuail 


and tend to weld a community spirit. 
Garden clubs assist in cultivating a 


rride in ownership with their meetings 
and contests. The net result is a well 
maintained neighborhood—a show place 
which creates sales and builds values 
Unlike the furnishings of the inte- 
riors of the individual houses, where 
each owner may do what he pleases 
without affecting his neighbor, proper 
landscape treatment has a direct rela- 
tionship from house to house and street 
to street. The modern subdivision de- 
velopment should be a homogeneous 
unit planned from its conception by 
expert technicians in land planning, 
engineering, architects, and merchan- 
disers under the direction of the 
veloper. A tremendous amount of 
fort goes into the setting up and the 
building of a project, but its ultimate 
success depends in a large measure on 
the coordination of the planting pro- 
gram and the cooperation of the indi- 
vidual home owners in following the 
plan and maintaining their grounds. 
Assuming that the purchaser has se- 
lected his house because he likes its 
appearance and location, and assuming 
his knowledge of plant material and 
landscaping in general is, at least, 
limited as was his knowledge of archi- 
tectural design and construction meth- 
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ods, it is apparent that he will need 
further advice and assistance in land- 
scaping. It takes technical skill and 


familiarity with plant material and its 
arrangement to complement the masses 
and lines house. This skill the 
crdinary home owner does not 
architect worked hard 
to get it to “sing” 
to use a trade term, and it follows that 
his efforts should not be risked by 
leaving the planting in the inexpert 
hands of a layman. A proper land- 
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Current Example of a Landscape 
Program 


communities are now the 
rule rather than the exception, and the 
lendscape treatment should be a part 
of the comprehensive community plan. 
In Smith and Hill’s Park Ridge Manor 
project in the Chicago area consisting 
of some three hundred fifty homes of 
which about half are built and occu- 
pied, we carried through a comprehen- 
sive landscape plan and program from 
its inception. This project has received 
the maximum planning consideration 
which could be applied to the develop- 
ment of its price range. It started from 
the ground up. The idea com- 


Planned 


of a 





pletely planned house and community 
has been stressed in all sales talks, and 
the landscape planning featured with 
great success. 

Beginning with the premise that the 
new home owners would be willing to 
provide most of the labor, the program 
devised to spend the landscape 
in the best mutually beneficial 
The builders wanted an exem- 
and the buyers wanted 
good landscape job. This was to be 
done at a comparatively low cost to 
stay in line with the basic objective of 
a lower priced sales package than com- 
peting developments. 


was 
dollar 
way. 

plary project 


tax 


Owner Participation 

Cost factors influenced the planning 
throughout. Installed plant material 
prices in this area are about double the 
cost of the plants. The obvious con- 
clusion was that twice as much plant 
material could be bought if the owners 
would install the materials furnished 
by the developer. If they installed the 
material themselves, it would be nec- 
cssary to show them where and how 
many of the various kinds of plants 
were to be planted. A landscape plan 
was then needed showing the outline 
of the beds where the initial planting 
was to be placed. Rather than limit 
the program to a shirtfront treatment, 
the original idea of complete planning 
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was carried through with a compre- 
1ensive landscape plan for each lot in 
ddition to the over-all landscape plan 
for the subdivision as a whole. We 
were able to produce the individual 
plans on a volume basis and secure 
much more planting per house within 
the budget limitations by the savings 
realized through the use of the owner’s 
muscle and sweat. 

A reliable source of supply for plant 
material, peat moss, and fertilizers was 
secured by arrangements with one of 
the oldest and largest nurseries in the 
area. This nursery supplies the orig- 
inal plant material, which is delivered 
on a Friday or Saturday for the owner’s 
convenience, and quick installation af- 
ter digging. The nursery is in a stra- 
tegic sales position for securing future 
crders from the individual owners over 
2 period of years. The plans are keyed 
to a special price list from the nursery 
for this particular project. The de- 
veloper, by co-operating with the nur- 
sery, secured wholesale prices for all 
material he purchased, and the prices 
to the owners are marked up only 
slightly from wholesale to cover han- 
cling and overhead expenses. This 
Spring the home owners will be invited 
to visit the nursery during the height 
of the blooming season and those tak- 
ing advantage of the invitation will 
receive a small flowering tree. Every- 
one makes or saves a dollar. 

In this project, much to the devel- 
oper’s credit, their decision in favor of 
larger trees has proven sound from a 
sales standpoint. Buyers are impressed 
by finding trees large enough to see 
from a distance and ones they can ex- 
pect to enjoy within a few years. The 
only materials installed per lot by the 
nursery are at least one six-inch diam- 
eter tree and at least one six to eight- 
toot ornamental flowering crab, which 
grows very well in the area. The gen- 
erous use of many varieties of the 
flowering trees will set a special motif 
and attraction in the Spring when 
prospective buyers are on the prowl. 
Planted with a frozen ball in the Win- 
ter off-season, again a cost saving is 
effected because the job is scheduled 
for the nurseryman’s convenience. 

The buyer is furnished these trees, 
topsoil over the whole lot graded for 
final raking and seeding, grass seed for 
both front and rear yards, base plant- 
ing material and an additional three- 
inch tree, and, most important, his plan 
with marked locations of the furnished 
plant material. The development of a 
lawn is costly which was a factor in 
deciding against installation by the de- 
veloper. Bringing the lawn areas to a 
finished grade and seeding can be done 
by anyone, and after putting forth the 
effort, a man is much more likely to 
maintain it. The same applies to plant- 





LANDSCAPE LOT PLAN 


Park Ridge Manor, Smith & Hill 
William A. Dean, Landscape Architect 





ing shrubs and trees. There is no 
chance for complaints. A _ seeder is 
provided should an owner wish to bor- 
row it, and a roto-tiller was made 
available after the borrower signed a 
release from injury claim, but this con- 
venience is being withdrawn because 
of heavy maintenance due to inexperi- 
enced operators. 


Tailored Plans 


Sales are kept ahead of construction 
in this development and planting done 
cnly in season. This enabled the land- 
scape architects to tailor-make each in- 
Gividual plan to some degree to fit the 
general needs and wishes of each 
owner. A questionnaire, filled in by 
the owner, gives necessary information 
regarding all major landscape items 
and special features he may wish in- 
corporated into his plan. From these 
data and the general landscape plan, 
each home grounds is designed to his 
specification, but it still relates har- 
moniously to the other houses. The 
individual plan is sufiiciently complete 
of itself to be executed independently, 
but is so devised that neighbors can 
cooperate on combining parts of it to 
Screen planting and screen 
fences are items where such joint par- 


save costs. 


ticipation may be advantageous. Very 
simply drawn on cross-section paper to 
eliminate the use of unfamiliar scales, 
the plan shows the location and size of 
all landscape features, but only the 
name and quantities of trees, ever- 
greens, and shrubs are indicated. The 
cesign of a flower bed or border is 
quite a job in itself and requires per- 
sonal interviews and detailed work 
which the budget would not permit. 

In no case are substitutions permitted 
in furnished plant material. However, 
the plant and price list gives a lengthy 
variety of recommended indigenous 
plant material locally grown to assist 
in substitutions in the event the plan 
does not specify a desired tree or shrub 
to be bought later by the owner. The 
owner is not obliged to buy additional 
material from the selected nursery. He 
is benefited by expert guidance over 
very unfamiliar ground, however, and 
is given a base from which to start and, 
should he wish to shop for his material, 
an index to costs, permitting him to 
program his own landscape project 
cver a period of years. 

Very few home buyers possess even 
the basic knowledge of plant material. 
The nursery supplies two small book- 
lets, “How to Plant” and “Care of Plant 
Materials” for the gardening neophytes. 
Most people have secured gardening 
books and a number have taken advan- 
tage of a very good nearby high school 
night course on gardening. A garden 
club has been organized also. Every- 
thing is being done to help the home 
owners and there is no excuse for any- 
one neglecting his landscape responsi- 
bilities. 

We are now considering supplying 
prefabricated screen fences in character 
with the houses. This, in a way, is a 
protective measure to secure added 
features in character with the excep- 
tionally attractive houses. Another 
item under consideration is pre-cast 
concrete slabs in sizes and weights 
easily handled to substitute for expen- 
sive flagstone and paving bricks. We 
shall probably think of more things 
later as inquiries come in. This project 
has been revealing in many ways, and 
an analysis of the questionnaires, when 
the three hundred and fifty are in, will 
no doubt prove of value for future 
operations. So far the one hundred 
and fifty received indicate an intelli- 
gent selection by the purchaser for 
meeting his particular needs. 


Model Home 


The first model home was completely 
planted both front and rear. Great 
effort was made to get the first street 
completed which was accom- 
plished despite very bad weather con- 
ditions. The first hundred homes have 
been planted in two planting seasons 


also, 
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and about fifty more will be done this 
Spring. the 
proven easier than anticipated, and the 


Scheduling work has 
buyers, 


in the 


some of whom may have lived 


houses several months before 


any planting was done and are only 
normally patient, accept 
This 


easier now that the first section 


waiting for 


weather quite well. has become 
is fin- 
ished and the demonstration by results 


apparent. 


Builder’s Benefits 


Benefits to the builder have been 
maximum in more ways than expected. 
Several thousands of dollars worth of 
free publicity was realized in a center 
page spread and descriptive article in 
@ Saturday rotogravure Chicago news- 
There 


given 


has also been na- 
the 


have not 


paper issue. 


tional recognition 
which the develcpers 
lected to use for selling arguments. 

We rewarded with 
adherence to the plans in practically 
all instances, and excellent mainte- 
nance in all but one of the first hundred 


program 
neg- 
close 


have been 


houses. 
bought one of the first houses and sold 
at a nice profit after six months to a 
vill 
The pur- 

grateful 


This uncooperative individual 


gardening enthusiast who now 
take over and do a good job. 
chasers have been honestly 
for all the help extended and the pro- 
gram has been highly successful. The 
developers handed their buyers the 
ball and the buyers are now carrying 
it splendidly. 

This comprehensive 
elaborate program 
to illustrate the extent to which land- 
scape planning benefit an 


atively built project. It is not 


and_ perhaps 


has been described 


can oe. = 
neces- 
sarily recommended as a solution to all 
landscape problems which differ with 
and 


kinds of developments 


conditions. in 


various 
with 
any case, landscaping has been made a 
vital part of the sales package and has 

the One 
own com- 


various climatic 


proved well worth cost. 


builder, to 
plained, “If I don’t do some landscap- 


use his words, 
ing, my buyers spend a lot of time do- 
ing nothing to improve the appearance 
of the plant 
the wrong things in the wrong places 
and work hard at it. 
houses spoiled and I can’t stand to sex 


houses. As a rule, they 


I don’t want my 
all that energy wasted.” 

This negative approach, fortunately, 
The 
better and well established community 
builders have long realized the benefits 


is not shared by all developers. 


ol proper landscape treatment through 


a positive, well directed, landscape 


program. 
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ILLINOIS MEDICAL CENTER 


One of the greatest programs of slum 
clearance ever undertaken is well on 
its way to completion for the Medical 
Center District in Chicago. 

This great center of 305 acres within 
a mile of Chicago’s Loop, in 
Chicago’s worst slum areas, (see map, 
March 1949 URBAN LAND), was 
ceived over thirty years ago by Charles 
H. Thorne, Director of the Illinois De- 
partment of Public Welfare. It was 
approved by Charles H. Wacker, Chair- 
man of the Chicago Plan Commission 
at that time, and the program has been 
steadily moving forward. The com- 
bined net worth of the present com- 
ponent institutions is estimated at one 
hundred million, the ultimate goal be- 
ing a three hundred million dollar 
Medical Center District. 

The Medical Center Commission has 
recentiy published a “Fact Book” in 
which the following interesting account 
of their activities appears: 

“In addition to assisting these great 
institutions. in their progress toward 
ultimate development through assem- 
bly of land, the Medical Center Com- 
mission is charged with the 
cooperating with all concerned in 
establishing an ordered pattern of 
growth for the District. This involves 
the development and acceptance of a 
Comprehensive Plan, of zoning prac- 
tices especially advisable for so unique 
and large an area, of agreement on 
building standards, of street patterns, 
and other utilitarian facilities. 

“In addition to this—because 
Commission is obligated under 
visions of the State of Illinois Medical 
Center Act to provide a healthful en- 
vironment, plans are afoot to develop 
a first stage of park space. Parking 
accommodations also in prospect. 
And land is also being purchased and 
being assembled into acreage 
suitable for construction of housing 
within walking distances of the 
institutions. 

“It can now be stated in this 
of our progress that the wisdom of the 
state legislature, in giving this vision 
of a great Garden of Health statutory 
form, has been proven sound beyond 
doubt by its heartening effect on both 
privately and publicly supported insti- 
tutions in the District. It has encour- 
aged formulation of planned purpose; 
and the methods provided by the Act, 
ty which land can be expeditiously 
assembled and conveyed, are in them- 
selves a vital contribution to efficiency 
in the conversion of urban land to a 
revitalized and better use than that 
into which an economic, social, hous- 
ing, or legal disease has paralyzed it.” 

The Jegislation under which this pro- 
gram has been made possible as well 
as the oroject itself is well worth study 
by planning and municipal officials. 


one of 


con- 


task of 


the 
pro- 


are 


areas 


easy 


stage 


In Print 


Handbook for Appraisers. 
under the auspices of the Educatior 
and Research Committee, Americar 
Institute of Real Estate Appraisers, 22 
West Monroe Street, Chicago, $3.50 
This handbook is in effect an authenti: 
dictionary of appraisal terms, togethe 
with addenda which includes appraisal 
formulae, depreciation and amortiza- 
tion tables, and similar data. It should 
be in the library of anyone dealing 
with the planning, acquisition or de- 
velopment of land. 


Publishex 


Public Control of Highway Access and 
Roadside Development, Revised 1947, 
Public Roads Administration, U. S 
Government Printing Office, 35c 
Covers various aspects of the evolu- 
tion, legal status, and economies of 
parkways and freeways, with legisla 


tinn far 24 “¢tntoc haw 
t10Nn I 
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ig access control. 
The State of California has issued an 
8&5 page booklet which includes the 
laws now on the statute books relating 
to Planning and Research; Subdivi- 
Protection of Beds of Mapped 
Highways; Community Development; 
and Parks, Recreation and Parkways. 
Available from the Bureau of Printing, 
llth and O Streets, Sacramento 14, 
California, for 50c, plus tax. 


sions; 


Aerial Photcgraphy in Urban Planning 
and Research, by Melville C. Branch, 
Jr., Harvard City Planning Studies, 
Volume XIV, Harvard University Press, 
Cambridge, Massachusetts, $3.00. 
While directed at the preparation of 
air maps for public agencies, this vol- 
ume will be valuable to the land de- 
veloper and real estate man. Contains 
a section on air photo reading and in- 
terpretation. 
Mapping for Planning, by E. B. Wil- 
kens, Public Administration Service, 
1313 E. 6Cth Street, Chicago, 1948, $1.50. 
Contains recommendations for classifi- 
cation and mapping major character- 
istics Of land uses 1n urban areas. 


NEW MEMBERS WELCOME 

Membership in the Urban Land 
Institute is open to any individ- 
ual, company or organization. Its | 
objective is to advance research 
and education for practical meth- 
ods of assuring sound city growth, 
conservation of present business 
and residential areas, and recon- 
struction of blighted areas. Serv- 
ices and publications of the Insti- 
tute are available as follows: $10 
per year, for individuals and li- 
braries; $25 for corporations, as- 
sociations and public agencies; 
$100, sustaining membership and 
membership in Community Build- 
ers’ Council. 
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